WELCOME CALL AGENDA:
1. Hi, this is Nancy Francis, National Executive Director with The Pampered Chef and I want to welcome you to the Francis Organization and the Francis Team New Consultant Welcome call!  I want you to know that you have a joined an amazing team and we are one of the fastest growing teams in the nation!  We have an outstanding Director Team that is really committed to your success and I am honored to partner with them to help you achieve all of your goals. As a director team it is our responsibility to help you get the results that you want from your business.  Our job is to help you through both your successes and your challenges and you will experience both in your new business.  That is why we want you to be in regular contact with your Director so they can celebrate with you and help fix anything you need.  Your job after this phone call is to call your Director and let them know that you have completed this call and they will give you your next training from there and they will also discuss the goals you set on this call.  

2. I want to congratulate you on starting your own business and being committed to getting off to a great start.  That is what this call today is designed to help you do.  I know you are really excited about your new business but you may also be a little nervous and apprehensive as well.  I remember feeling that way when I started too and it is completely normal.  Just to let you know, your body physiologically doesn’t know the difference between being nervous and excited so just keep telling yourself you are excited!!!  We want to make sure that you feel confident getting started and you probably are going to be nervous at your first show and that is normal.  But I want you to remember that this is a really simple business and to just have fun.  If you are having fun at your show, your host and your guests are having fun too.  I am just trying to tell you to not take it too seriously and that this is a great way to earn some extra money and have fun at the same time.  Have a really good time with it and enjoy yourself.
3. On our call today and we are going to be referring to the green “Succeed With Us” Getting Started Workbook that came in your kit.  If you don’t have your kit yet or your recruiter didn’t give you a copy, you can download and print just pages 1 – 11 on Consultant’s Corner.   We want you to feel really confident in your ability to do this business so let’s get started.
4. On page 2 you will find a “Start Now Checklist” in a green box and this goes over the first things you will want to do.  I want to mention where to find a couple of things.   There is a Getting Started Resource Center online under Consultant’s Corner that has all the resources a new consultant will need in one spot.  To find it you will get onto the www.pameperedchef.com  and sign in to “Consultant’s Corner”.  You will need your consultant number and password that was emailed to you in your second email from PChef.  You will need these numbers for EVERYTHING you do so go ahead and write them under your Key Contact Information right there on page 2 of your Getting Started workbook.  The Getting Started Resource center really is your “go to” spot as a new consultant with everything you will need in the beginning but while you are online, play around a little on Consultant’s Corner because there are lots of resources there to help you:  recipes, product information, training & support….so don’t be afraid to explore a little bit while you are online.
5. Right away you will want to find the Host and Guest Specials.  They are found on a promotions grid which is under the “Start Now Checklist” which is the first checklist under the Getting Started Resource center.  This grid has all the promotions for the next three months all in one place.  You will find the Host Specials, Guest Specials and consultant specials as well as the outside order forms that you will want to include in your host packets for outside orders.   Go ahead and print out the current month’s specials as well as the next two months so you will have them to reference for you upcoming shows.  I recommend you place them in a three ring binder with Jan – Dec dividers and place them behind the month they are current.  That way you will have them organized for quick reference and you will also always know where your originals are to make copies for your host packets.  
6. I want to draw your attention to the difference between a cooking show, catalog show and also discuss a qualifying show.  We are going to be talking about how you earn Pampered Chef dollars in a minute so I want to clarify this for you now.  A catalog show is where you have a host who simply gathers orders without having you come and do a cooking demo.  The sales do count towards earning your PChef dollars and you are paid the same commission on a catalog show.  Anyone can gather a minimum $150 order and it can be submitted as a catalog show for you.  A cooking Show is where guests come to the host’s house and you do a cooking demonstration for them.  A Cooking show host earns $15 more in free rewards b/c of purchasing ingredients but I want you to understand the difference in the shows and be assured that you are paid the same on both cooking and catalog shows.  A qualifying show simply means it is a minimum of $150 in commissionable sales whether it is a cooking or a catalog show.  
7. We want to be able to help you move in the right direction and achieve everything you want in your business so let’s start by setting some goals.  Look at page 4-5 in your booklet.  Goals are simply dreams with deadlines and you need three very simple action steps to reach them.  Step one is to get specific about your goals.  What do you want from your Pampered chef business?  I want you to take a few minutes to think about that.  When setting goals for your business, think about why you have started your Pampered Chef business.  Was it to earn some extra spending money, add PChef products to your kitchen, buy a new car or make an existing car payment, add an extra $1,000 a month to your household income to help your family, travel for you and your family?  Think about what you want that extra money to go towards.  Make a list on page four of the goals that you have for your business and check off all of those things that apply.  Then I want you to look at page five and see step two: how to break down your goals into achievable steps.  So I want to ask you how much money do you want to earn a month and write it in the first blank.  How many shows would you like to do each month?  On the previous page you listed what will you put those earnings towards and your earnings are linked to the number of shows you hold. So let’s look at these two charts.   Your Commission chart is here on page five and shows you can earn 20 – 25% commission as a new consultant in your very first month.  The more sales you submit in the month, the higher the commission your will be paid and you can see that right there.  After you reach $15,000 in career sales, you will get a pay raise and earn 22-27% commission.  The next chart shows you your potential monthly earnings and helps you can calculate what you can expect to earn each month.  It is based on a $350 show average, a $450 Show average and a $550 show average.  I would say for your first month trying to estimate what you are going to earn, work off the $450 show average.  Then you can adjust that depending on how your show average falls in your first month.  So if you are looking at holding four shows in your first month at a $450 show average, you are looking at earning 23% which will yield you a commission of $414 dollars.  So if your goal is to do 2 shows a week or 8 shows a month at that same average, you would be paid at the 24% mark and earn $864 and so on.  So break down exactly what you would want that income to go towards and how much you want to earn to determine how many shows you want to hold each month.  Earlier I talked about the difference between cooking shows and catalog shows.  DO NOT CALCULATE catalog shows into this number.  Catalog shows are great, they earn us additional sales and earnings every month but I want you to think of catalog shows as gravy each month – that little bit of extra that goes on top that gets you to the goals you want in your business but don’t calculate that into your earnings because you can’t always count on predictable sales from your catalog shows because they are not as consistent and reliable as your cooking shows.  So when you are figuring out what you want each month, let’s talk about cooking shows.  Go ahead and write that number in on the bottom of page 5.  
8. I also want to mention to you that you want to overbook shows every month because in life things happen.  Just like your dentist or doctor’s office overbooks appointments to ensure they have a full schedule, as a pC consultant, you will want to overbook your appointments for the month to allow for cancellations or reschedules that you may have.  Typically you won’t have many total cancellations, that is very rare but you will have times that hosts will have to reschedule due to life circumstances so each month you can expect a couple of your hosts to have to reschedule because life happens and things move around so if you want to hold four shows a month, I really want to encourage you to book six.  That way if you lose two, you are still doing your four.  If you only have four booked and you lose two, you are only half way to the goal you set.  So for four shows book six shows.  If you want to do eight shows, I want to encourage you to book 10 shows.  That way if you lose two, you will still be at your goal of eight.  Don’t be afraid to overbook.
9. Now on to step three of setting your goals on page 6 which is planning your calendar to help you reach your goals.  The calendar that comes in your kit is a weekly calendar and I really want to encourage you to use that – it is the best tool you can use for your business.  Don’t use a monthly calendar and here’s the reason why, whenever you are booking shows at a show and you show someone your monthly calendar, their eyes almost always go to the bottom of the page.   So let’s say we are towards the beginning of the month and you are showing them your calendar and trying to book dates in the next two weeks, their eyes are going to the bottom of the page and looking at the 27th of the month or the 29th of the month.  Almost every single time if we could show you a video of this it would be quite comical – that is where people’s eyes go.  If you show them a weekly calendar, they are only looking at what is available that week.  If they can’t do something that week, you are only turning one page and showing them what is only one week out.  If there is nothing available that week, you are turning another page and you are still only two weeks out instead of all the way at the end of the month which is where they would go on a monthly calendar.  You will hear us referring to the weekly calendar a lot more in your business but I wanted to get you set up today to start working off the weekly calendar and we will help you get more comfortable using it before your first show.  This will really help you book in close.  
10. I want you to go ahead and look at your calendar and mark your 30 and 90 day dates (they were in your official welcome letter from the Home Office).  These are very important dates to have noted on your calendar.  Next I want you to look at that 90 day period and go ahead and block off any personal time in your business like if you go have church on Sundays and don’t want to do shows on Sundays, or maybe Wednesdays your kids have a sport activity, go ahead and mark off those personal times.  I use a pink highlighter for personal (P-pink/personal).  I do recommend using a color-highlighter system and here is why:  your eye recognizes color first so it will make it easier for you to designate what blocks of time are what on your calendar when you utilize different colors for different things.  So pink is for personal.  When I talk about blocking off time I literally draw a pink block all around that personal time frame.  I mark off church time, family night, any family activities, any doctor’s appointments, date nights, or if you are working another full-time job block that time in pink as well so that you can see what time you are not available and is set aside for something outside your Pampered Chef business.  I use Green to do my cooking shows because green is the color of money and that is when you are out making money! Go ahead and block out all of the times that you have available in the next month and half to do shows.  Now that doesn’t mean that you are going to be doing a show every single one of those days but it lets you easily see what you have available.   Remember that you only need about a three-hour window to do your cooking shows so  if you have a birthday party to take your kids to on Saturday at three o’clock, then Saturday morning, if you wanted to do a 10 or 11o’lock show, you would have plenty of time to do that.  Because you only need about a three-hour window to do a show so block off three hour windows on your calendar.  If your goal is to do four shows a month then I want you to find at least six times on your calendar that you are available to do shows.  Remember if your goal is to do four shows a month you need to be booking six.  If your goal is to do eight shows a month you need to find at least ten blocks of time on your calendar so you end up holding those eight shows.  Put all of your training dates on your calendar, I do those in blue highlighter.  I do our monthly Team trainings usually the second Tuesday of the month so find out when YOUR next Team Training date is from YOUR DIRECTOR and mark that down.  Some of our Directors also have additional recipe and product trainings and other activities so to help you start your business so find out from your Director and additional activites they have for you and put that date on your calendar.  Orange is what I use to schedule my Office (O for Orange/Office) and my phone time.  You want to try to make calls every week to get your business going so you want to set up blocks of time to do that because if you don’t schedule it, a lot of times it doesn’t happen.  I am going to encourage you to set aside two hours each week to make phone contacts for your business as a new consultant to get your business started.  If you don’t have an hour block of time that is okay.  Maybe you want to schedule 15 minutes over your lunch hour, fifteen minutes after dinner some night, or even leave for a show fifteen minutes early and do contacts parked somewhere in your car using your cell phone.   Whatever works with your schedule just make sure that you are setting aside the time you will need to make those phone contacts to get your business started.  Those two hours are going to be used for host coaching calls to make sure your scheduled shows are successful and making contacts to generate future bookings and leads.  So go ahead and block off your time now, two hours this week that you can schedule phone time and work on building your business right away.  

11. Also take a look on page 6 in the left-hand column at the Pampered Chef dollar program.  This is a fabulous program that is set up just for new consultant in their first 90 days that allows you to earn more products to add to your kit, more paperwork or free conference registration.  Pampered Chef has set this up so that you do not need to take any more money out of your pocket to put back into your business.  Go ahead and grab a catalog today and make a wish list of all the products you would love to add to your kit or in your own kitchen and make a list on page 6 so you can share that with your Director when you talk to her.  If you look at the bottom left corner.  You get Pampered Chef dollars (and it is kind of like monopoly money that you get to spend with the company) to spend on whatever you like and this is IN ADDITION TO the commission you are earning on your shows.  For all these activities that you do in your first 90 days of business, Pampered Chef is going to reward you. You can see that for every $1250 in sales you get $100 pc, $ for every $5,000 in sales you get $100 pc $, and for every recruit you get $100 pc $.  PLUS when you submit you first $1,250 in sales in your first 30 days of business, Pampered Chef is going to give you another $100 PC$!  So when you submit $1,250 in sales in your first 30 days you will actually get $200 PC $!!!  So set your goals high during your first 30 and 90 days of business because THERE IS NO LIMIT TO HOW MANY PAMPERED CHEF DOLLARS YOU CAN EARN!  Have fun making your wish list!

12. On page 7 you will see the 3-2-1 Success Plan.  If you follow this plan consistently you can build a substantial income.  The formula is 3 contacts a day, 2 shows a week and 1 new consultant added to your team each month.  This is a formula that Pchef did not have years ago when I started the business, I have been with Pampered Chef for 20 years now and they introduced this formula about five years ago but this truly is the formula that I have worked my whole business and anyone that has built a successful Pampered Chef business has worked.  Making daily contacts in your business, holding a consistent show schedule of two shows a week and adding one new person to your team will help you build your business into anything you want from Pampered Chef – whether it is a steady $1,000 a month income for your family, or a trip you would like to earn with the company, top awards such as our Excellence Awards or whether you want to build this business into full-time income working part-time hours or you want to make this a serious career – ANY of those things can be obtained by consistently working the 3-2-1 success plan.   That is exactly how I have built my business to where it is today and if you work that formula, you truly can build your Pampered Chef business into anything you want it to be.

13. The daily contacts are really key in helping you branch out of your friends and family quickly.  The number one thing we want to help you do in the next couple of weeks is to build your shows outside of your circle of family and friends.  Myself and your Director are going to be working with you to help you do that as quickly as you can and the sooner you branch out of your family and friends, the faster your business will grow.  As we talk about scheduling your shows and getting people to your shows, we want you to talk to your family and friends about inviting people that you don’t already know.  So you won’t have to go back to your friends and family to depend on them to keep your business going.
14. Think about holding two shows a week from the start.  As a new consultant, I always think of your new business as an airplane taking off.  In order for the plane to lift off the ground, it has to work up a great deal of speed going down the runway.  Then it lifts off and climbs, climbs, climbs until it reaches its cruising altitude.  You are now on your “runway” at the start of your business.  Whether your cruising altitude is two shows a month or two shows a week, what you do in the next 30 days will determine how quickly and successfully you reach your cruising altitude.  Give your business the “extra speed” it needs in your first 30 days to help your business lift off and soar.  Two shows a week will do just that.  I want you to think about this, consistency is really the key to this business.  The next several weeks are not about being perfect they are about getting practice and guess what?  You actually get paid to practice!  You will greatly increase your skills through practice so think about holding two shows a week for your first month of business to really help get you trained to the level you need to be and you are going to get paid to be trained!  Then after your first month you can decide if that is your ‘cruising altitude” or you can adjust your show schedule to one that meets your needs, whether it is a little more or a little less.  Think about this, if you were to get any other part-time job you would be expected to show up 3-4 times a week to get your training in and we are only asking you to show up two times a week.  So really focus on that over the next couple weeks holding two shows a week b/c it will really help build your business build the momentum it needs to lift off the ground.

15. Now let’s talk about sharing your business with one person each month.  Building a team can really help you earn bonuses and extra income and you can only hold so many shows a month yourself but by sharing the business with others, you are building a team that is working in your business and building your income as well.  We will talk more about that on future calls but I really want to plant that seed and get you thinking about sharing your business with other people because there are a lot of people out there right now who can benefit from earning extra income and they want to earn it on their own terms and that is what Pampered Chef has to offer as you have already discovered.  I also want to share with you our “Fast Track to Director” Program that is available to all new consultants.  When you promote to Director in your first 90 days of business, you will receive a $500 cash bonus!  Then when you are paid as a Director for the next three months, you will get another $500 cash bonus!  That is a total of $1,000 cash bonus!!!  So I want you to turn back to the top of page 5 and write down some names of people you know that could use some extra income and I also want you to set a goal for how many team members you would like to have in your first 90 days of business.  Write that goal down there as well.  Please think about whether you want to be trained on the Consultant Track or the Director Track and be sure to let your Director know on your first call with them.
16. Now let’s move forward to pages 8 & 9 to discuss how to book your first shows.  First and foremost, don’t be afraid to ask your friends and family to book a show in close for a date just a few days ahead.  Some of my most successful shows are the ones that hold within 7 – 10 days of when they were booked because the excitement is still high.  When they call their friends to see if they can come to their show this Thursday, everybody already knows what their schedule is for the week.  People don’t always know what they are doing three and four weeks from now but they do know what they are doing in the next week so you the host can extend the personal invitation and get her rsvp’s all in one call and put together a really successful show fast.  So when you are calling your friends, don’t work on scheduling shows a couple weeks from now, go ahead and see if they can take do something this week, next week, this Thursday, next Thursday.  Ask them to go ahead and get a few friends together and have a “Point and Laugh Show” where you get to practice and they get to ‘Point and Laugh”.  It is just a fun way to help them get some people together quickly so you can practice.
17. On pages 8 & 9 is a script to use when you are calling.  It gives you words to connect and break the ice, words to ask about hosting a cooking show, words to say if they say yes or they say no.  Just remember, in general, one in every four people you contact will be interested in hosting a show or learning about the business so I want to get you used to that from the very beginning.  Not everyone is going to say yes and that is OKAY so don’t stop calling.  They are not saying no to you just no to having a Pampered Chef show.  So be aware of that up front that one in four will most likely tell you no.  When you make your first phone call and someone tells you they don’t want to do a show right now, don’t get discouraged.  That’s okay.  A lot of times that first contact brings results two or three months into the future.  So keep calling and typically every fourth person you ask is going to schedule a show on your calendar.  

18. As I said, you have a really great script to use there on page 8-9 and I encourage you to go through and highlight the words you like or maybe jot some notes in the booklet of a different way to say it that might be more comfortable to you.  But I want you to have a script to use right in front of you before you make your first calls to schedule your shows.  
19. You may want to consider setting up a Grand Opening Show before you begin your contacts.  As you can see from the script, it is a natural close to your call to invite them to your Grand Opening show or shows.  Some of you may have already held a Grand Opening show with your recruiter or Director.    If you have not and you are just getting started, I want to encourage you to hold your own Grand Opening show in order to introduce you and your new business to your friends and family.  You can actually do two Grand Opening shows in the same week – one during the week and one on the weekend for example on a Thursday evening and a Saturday morning.  That way you can accommodate most people’s schedules – if they can’t make one, they most likely will be able to make the other.  You will want to personally call and invite your guests to both shows by saying “I am so excited to get my Pampered Chef business started!  I am holding two Grand Opening shows this week, one on Thursday evening and one on Saturday morning.  I picked two times because I know how busy everyone one is so I hope one of those times will work with your schedule.  I would love for you to bring a friend or two.  Please come, see our new products and allow me to practice a recipe with you.  I know it will be a lot of fun with you there.”  You are inviting them for both times, whatever works best for them.  Just do the same recipe for both shows.  Just leave the same set up out so it will make it really simple for you to introduce your business to your friends.

20. Let’s move on to pages 10 & 11 to determine who you are going to start contacting.  This is a list of 100 to work on building your contact list for your first shows.   I want to challenge you to come up with at least 40 names from this list before you call your Director after completing this call.  Of course you will want to work and fill out the whole list but fill out at least 40 names before your call your Director.  This list is good for two things:    One is this is a great list to use for your invitation list for your Grand Opening show.  The second is it is also a great list to work from to make contacts to be your first hosts or possibly join your team.  So leave this list out on your counter this week and continue to add names.  When you walk by and you see people on the list it will remind you of other people.  Now I don’t want you to only write people on the list that you think will have a show or might do this business with you. You are not a mind reader so you just want to put a lot of names down; we are just trying to build a big contact list to work from to get your business started.

21. Also on your list of 40 that you make, I want you to try to identify two people on that list who you would really enjoy working with, It might be a friend that you don’t get to see as much as you would like or it could be a friend that you know could benefit from some additional income.  Think about the people you listed earlier on page 5 and I want you to put a circle around their name here.  It is REALLY fun to start this business with a friend and Pampered Chef statistics show that when you start your business with a friend, both you and your friend are much more likely to stay in the business a lot longer and have much more successful businesses than those who don’t.   Think about it, you have someone to go to meetings with, someone to trade recipes with, it is always more fun to do with one of your friends so go ahead and pick two people on your list and be ready to share those names with your Director.  Just think , when you start the business with just one friend, you will receive your first promotion and pay increase!
22. One fabulous thing about Pampered Chef is that the turnaround time on earning money with the Pampered Chef is very fast.  Basically if you do the work, you get paid quickly.  We get paid twice a month and I want you to be aware of this so that you can go ahead and get your director deposit set up right away.  Any shows that you submit by the 15th of the month, you will be paid for by the 22nd of the month.  Any shows you submit at the end of the month, you will be paid on the 8th of the following month.  So to be able to be paid twice a month you need to be set up for direct deposit.  You will want to go to the Getting Started Resources Center under the “Start Now” checklist and it is the first thing you see.  While you are on there, also apply for a debit card or a credit card.  I encourage you to apply for the debit card, it is at no cost to you and it just a way that you will be able to electronically submit show through our Pampered Partner Plus program.  You can use your personal debit or credit card for your first month but after that you will need either the Pampered Chef visa or debit card.  In order to apply for the debit card, you will need a checking account to designate withdrawals from and I do recommend opening up a separate account for this.  You will not need checks printed for this account and I know my bank did not charge me anything for opening this account.  However, you will need that account number before you apply for your debit card.  

23. I want to share a quote with you that is on page 2 of your book, Thomas Edison said, “If we did all the things we are capable of doing, we would literally astound ourselves.” I think this is very interesting to know that everyone that has started a Pampered Chef business starts with the very same kit that you are going to be receiving this week.  Everything you need to succeed in that kit.  Anything you want out of this business you can get.  If it is earning extra money, a free vacation, a career with Pampered Chef, ANYTHING you want you can do with that kit you have invested in.  A couple things to focus you in the right direction in your first couple of weeks with your Pampered Chef business and moving forward, I really want you to focus on income-producing activities.  Really focus time on being on the phone, setting up your shows, and talking with your hosts, not a lot of busy work and paperwork.  The paperwork required for this business is really minimal anyway but please spend your time on income-producing activities.  One of the number one income producing activities in this business is building relationships with your hosts to have great shows, building relationships with your customers to add more shows to your calendar, and building relationships with team members.  In this day and age, it is easy to do a lot of communicating through email, Facebook and texting but I really want to encourage you that is NOT the most beneficial way to build your business.  Our business is a relationship business and that is how it works.  So don’t be afraid to pick up the phone and call your friends to ask them for shows, pick up the phone and thank your customers for their orders, spend your time building relationships on the phone and in person not through email and texting.  That is a great way to get information out but it won’t help build relationships.  
24. As we wrap up, I want you to take a minute to think about the two to three things that are most important for you to do in your business this week and write them down.  Include a couple of action steps as well:  complete the activities in your booklet on pages 2 – 11, take the online training courses “Achieving Your Goals” and “Prospecting: Finding Business Everywhere.”  Then call your director and let them know you have completed this call and your activities.  Then you will be ready for your next call with your Director and ready to get your business going strong.  
25. You will also be receiving an invitation from me and Sherri Carr; another National Director in your upline, to participate in a series of 4 calls we have designed for New Consultants.  We share many  “inside tips” to be effective with the business right away.  The series is called COOKING UP SUCCESS and is held the 2nd and 4th Sunday evenings of each month.  All of the calls have a recorded playback numbers to listen during you own time if needed.  Some Directors are giving a little extra incentive when you complete this series, so be sure to ask.   
26. Congratulations on starting your own business, welcome to our team and just remember you are in business for yourself but never by yourself!  Your success is our priority and we believe in you!  Have a great week and again welcome to the Francis Organization and our Pampered Chef family!
